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HE Christmas season is again with us. And what a 

difference electricity is making in rural circles. It has 
brought light and happiness into the farm home; it has 
brought comfort and convenience through the many tasks 
which it has taken from the shoulders of farm folk. No 
wonder farm homes having electric service can boast of 
most visitors. This year’s Christmas season, to those who 
have the benefits of electric service, will be a real holiday 
season. And it is to be assumed that following Christmas 
day there will be many more useful and labor saving elec- 
trified appliances serving farms throughout the country. 


Electrical gifts have established themselves as most suit- 
able and appreciated of all Christmas presents. They are 
gifts that are remembered. They are gifts which serve 
through the entire year. Those electrical dealers serving 
rural communities will find it pays to devote a great deal 
of their efforts during December to Christmas gifts. A 
complete line of such appliances will develop sales and will 
also bring new customers into your books, who can be cul- 
tivated for future sales of electrified equipment. 


Now is the time to get out your Christmas literature sug- 
gesting electrical gifts to your customers. Shopping for 
Christmas presents is always a troublesome task and a sug- 
gestion which can be followed is sure to be appreciated. 
Remember, electrical gifts are useful gifts. Emphasize this 
point in your sales literature and sales talks. 








* ELECTRICITY ON THE FARM (except this ‘‘Dealer Section,’’ printed on tin 
has already been placed in the hands of upward of 100,000 farmers along the 
overated by more than 200 power com: Hi 


ited Paper) 
rural lines 
ence the articles you find in this copy will be 


es. 
read, or have already been read, by many of the farmers in your territory. You are, therefore, 


in a posi 
\ way is paved for increased sales of electrified farm equipment. 


tion to approach these farmers on the subjects with which they are familiar. 


Your 
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Use this book to double 


Substantially bound 
your for constant 
Profits 


reference 
The extension of 
24-hour central sta- 
tion service has al- 
ready worked big 
changes in the 
buying habits of 
500,000 rural 
families now us- 
ing this city 
convenience. 
More farms, l- 
ways the most pro- 
gressive and pros- 
perous, are being 
connected to new 
rural high lines 
at the rate of 
100,000 per year. 
By 1933, at 
least one million 
farms — your 
best customers 
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—will have the 

modern’ electric hired Pages 

man and maid-servant. Profusely 
Illustrated 


This book correctly answers 
questions you will be asked: 
i f tors and other electrical equipment are in 
po nnllhy poe pn Is electric cooking cheaper than other 
uels? What equipment will increase egg production during 
the winter months? How should it be installed? How soon 
will an electric milk cooler pay for itself? What type of feed 
grinder can be run so profitably by 5 H.P. electric motor? Are 

electric incubators and brooders now practical? 


With dependable authority— 


- 


\ 
swers to questions people will naturally ask you on how to 
a = po Age caulpment to buy. Being able to give sound advice 
Ly. i ild your trade for years to come. 
2%, \% iy BAF of reliable information on over 100 tomes uses Mod 
¢< 0% \% electricity for the farm — oe is ol gg KF, = 
e imenting and testing by cooperative a s 2 
2, a \% ope oe different states, through the National Committee on the Rela- 
%%, E% » Nag tion of Electricity to Agriculture conveniently indexed for your use. 
Xe Ss \% These nationally recognized — ig fy in vite seem, 
Z Ss d pictures, just what you can & y ss 
Pi \ Ge “er % "l “pugs” are to be avoided. Your local power company 
yo, % %, & e% wants to sell more KWH along their rural high lines, and 
Ee % UG * *\%G% they need your help in selling the right equipment, and 
‘eit Er Ze &* \O installing it so every farmer will get the best results. 
Ca) - 
se + a \% Act now if you want this 
Y.%e %y?, \% selling help on your desk— 
‘ - & «! 
Y:. 0! % ‘," ° Over 26,000 copies of this official “‘C.R.E.A. Bul- 
o, Ste % \e letin’’ have already been sold to rural service 
“ ae * %, ‘specialists. To help dealers who want to profit in 
". oe *v % 4 \ this growing electrical market, the Committee has 
% Se % \ agreed to make the few remaining copies of the 
% “Ee % book available to the trade at the origina! low 
. a 4 Sy \ cost price of only 50c per copy, postpaid. 
%, CCM 
jm % ee \-_—JUST SEND THE COUPON 
° te, ” 
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2%” water space 
above plates for 
extra volume of 
electrolyte where 
it has greatest 
circulating value. 
Means longer work 
between refillings. 
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2%” sediment 

space below plates, 

taking ample care 

of deposit, = 

venting early short 

circuit, lengthen- 
ing life. 















Charged With 
Selling Features! 


Increased battery sales will surely 
foliow—when you handle this new line 
of Globe Batteries with their many 
new, practical features. They serve 
the owner better and longer. They 
guard against too frequent attention, 
early battery repair—resulting in bat- 
tery service that saves the owner both 
time and money. 





Price Down--Profits Up! Here’s another 
selling feature! 
Improved connec- 
tors! Big connec- 
tors reduce resist- 
ance and prevent 


GLOBE ELECTRIC COMPANY eteating and loss 


14-28 Keefe Avenue Milwaukee, Wisconsin of current. 


“The Better BE 


Ask your jobber, or write us 
today for full information 












D4 DEALER SECTION—ELECTRICITY ON THE Farm Dec. 1928 






Five year Extra heavy 
guarantee reinforced cover 
Heavy-duty Ample 

plates sediment space 








-. 


Write for Attractive Agency Offer 


We want to tell you how this battery will double your 
present business. Write us for proposition. 


We also manufacture a complete line of A & B types 
of storage batteries for radios and automobiles. 


Western Cable & Light Co. 
BALDWIN, WIS. 
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Johnson Profits By 
Evening Calls 





By CLEMENT WHITE 





HE practice of making ap- 

pointments with farmer 

prospects before driving to 
their homes for the purpose of 
demonstrating farm electric plants 
saves much time and wasted effort, 
according to Mr. Johnson, man- 
ager of the Johnson Supply Com- 
pany, Manhattan, Kansas. 

“T have had much greater suc- 
cess at turning prospects into cus- 
tomers since I adopted the plan 
of making appointments with 

g them,” he explains. “Formerly, I 
drove here and there in my terri- 
tory attempting to locate farmers 
who were in the notion of buying 
farm electric plants and other 
equipment. This plan didn’t boost 
sales because of the difficulty I 
experienced in rounding up the 
different members of a prospect’s 
family to witness my demonstra- 
tion. Often the children would 
be at school, the housewife busily 

engaged at her work, while the 


“I get my results 
by painstaking 
demonstrations” 





farmer might be out in the field. 

“T didn’t have much success as 
long as I attempted to interest one 
member of a family. Today, I 
make a point of rounding up 
every member of a_ prospect’s 
family who is old enough to ap- 
preciate the advantages of modern 
equipment, and I group the mem- 
bers of a family about the equip- 
ment I am demonstrating. 

“T conduct all of my demonstra- 
tions in the country during the 
evening. I first make an appoint- 
ment with the prospect over the 
phone, and tell him when he can 
expect me. I aim to arrive at the 
farm after the family have had 
time to eat supper and finish the 
chores. Usually, this is a favor- 
able time for finding them all at 
home. 

“Recently I have made several 
sales by adhering to this method. 
I am confident that I would have 
lost this business if I hadn’t con- 
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ducted my demonstrations in the 
evening. It isn’t difficult to make 
appointments with farmers who 
need modern equipment. Most 
of them express their appreciation 
of my willingness to conduct my 
demonstrations after the day’s 
work is finished. I also find the 
majority of country house wives 
are easier to sell to during the 
evening than is the case during 
the day when many activities de- 
mand their attention. 


Demonstrations Pay 


“T get best results by conduct- 
ing painstaking demonstrations; I 
take plenty of time to fully in- 
struct the farmer and his family 
regarding the different ways they 
will benefit from electric service. 
I go over the demonstrator plant 
in a painstaking manner, and edu- 
cate my audience regarding its 
superior features. A hasty dem- 
onstration is of small value, un- 
less the prospect has already de- 
cided to buy a plant. On the 
other hand, a thorough explana- 
tion of the merits of a good plant 
is very effective for selling the 
most difficult prospects. 

“After I arrive at a farm with 
my demonstrator outfit, I imme- 
diately get busy and show the 
family how easily and cheaply they 
can generate electricity for a wide 
variety of uses. Usually, I do 
not have to reminénty audience of 
the advantages of an electrified 
farm. Rather, my problem is. to 
show the family that there isn’t 
a single reason why they should 
deny themselves the pleasures and 
benefits of electrical service, when 
one of my plants will supply their 
needs at moderate ccst. 

“Here is where the advaritage 
of rounding up different members 
of the family before starting the 
demonstration becomes ‘apparent. 
The farmer, for instance, may 
state that he hasn’t any spare cash 
for buying an electric plant. About 
this time, one or more of the chil- 
dren may strongly urge their 
father to install a plant without 
delay, so they can enjoy electric 
lights and other modern conven- 
iences. In the meantime, I 


awaken the housewiie’s interest 
by reminding her of the many 
ways in which she can lighten her 
work by using electric appliances. 
And I don’t neglect the oppor- 
tunity for driving home the argu- 
ment that the possession of a 
farm electric plant will enable the 
family to install a water supply 
system at moderate cost, and enjoy 
the comforts of having runnin 
water wherever needed. 

“When I can indrce the house 
wife to side in with her children, 
and urge her husband to buy the 
plant, I usually make the sale. 
Often the farmer’s wife is the 
most enthusiastic regarding elec- 
tric service. In some instances, 
none of the family shows much 
interest when I start a demon- 
stration; but before I am through, 
I usually have one or more boost- 
ers in my audience. This is why 
the majority of my demonstrations 
result in sales. 


Sell the Family 


“‘Suppose the farmer is favor- 
ably inclined toward the purchase 
of a light plant; but hasn’t given 
his order because his wife prefers 
to invest the money in a new radio 
set, motor car, furniture, etc. 
My problem is to show her that 
instead of regarding electricity as 
a luxury for use in the future, she 
should consider it as a necessity, 
and prepare to make effective use 
of modern appliances. Usually 
this line of reasoning changes her 
view point, and she agrees with 
her husband that they need an 
electric plant. 

“After the members of a family 
become united in their desire for 
electric service, I experience little 
difficulty in landing the order for 
a plant. Out of three evening 
calls recently made, I sold an 
electric plant and a water plant 
to each family. I find the proper 
time to sell a water plant is imme- 
diately after the farmer has 
beught an electric plant, as the two 
outfits should go together. Wash- 
ing machines and other appliances 
should be demonstrated to the new 
owners of a farm electric plant. 


(Continued on page D 22) 
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HE Union Gas and Electric 

Company of Ohio believes 

the most effective way of in- 
troducing electrified equipment to 
farmers is through exhibition and 
demonstra- 
tion of such 
equipment. 
Their exp- 
crience con- 
firms this 
belief. In 
the follow- 
ing article 
Mr. Walker 
outlines the 
method of 
conducting 
the exhibi- 
tions 

O. D. Walker A farmer 

cannot be 
expected to be enthusiastic about 
something that he knows nothing 
about. He must be told, he must 
be shown, and he must be told 
again. He must see automatic 
water systems running and be as- 
sured that the cost of operation 
is not exhorbitant. He must see 
feed grinders in operation. He 
must see milking machines at 
work and talk to farmers who are 
using them before he will be con- 
vinced that they do a satisfactory 
we job. His wife must see an _elec- 
tric range in operation, have it ex- 
plained, sample the food cooked, 
and above all things, be convinced 
that cooking with electricity is 
not costly. 

With this in mind we, by work- 
ing through the officers of the dif- 
ferent Farm Institutes throughout 
this territory, secured permission 
to give a talk entitled “Electricity 
on the Farm and in the Home” 
at these Institute meetings. This 

















ELECTRICITY ON THE FARM 


Developing Interest in 
Electrical Equipment 
through Exhibits 


By O. D. 
Director Rural Electric Bureau, Union Gas and Electric Company 


WALKER 


talk was of thirty minutes dura- 
tion and touched on all the vari- 
ous uses. of electricity for the farm 
and home. A chart was used in 
conjunction with this talk that 
showed the results of experiments 
and actual applications of elec- 
tricity on the farm. 


Talks and Demonstrations 


The talk was very well received 
and promoted quite a bit of dis- 
cussion. The result of one of 
these meetings was that a whole 
town and many surrounding farms 
went on our lines. This had been 
conceded to be almost impossible 
before the meeting was held. 


After being told of the advan- 
tages of electricity, the next plan 
was to follow up these talks with 
an actual demonstration of the ap- 
pliances and equipment directly to 
the people. Much more satisfac- 
tion is gained by seeing appliances 
and machinery in actual operation 
than by hearing an interesting ex- 
planation of their advantages. 


It was intended not to sell any 
certain appliances, and through 
the cooperation of the various 
manufacturers and manufacturers’ 
agents a large exhibit, that was 
known as the “Farm and Home 
Electric Exhibit,” was assembled. 
This exhibit consisted of: 


Automatic Water Systems 

Electric Refrigerators 

Electric Ranges 

Grinders 

Farm Motors from 5 H.P. down 
to % H.P. . 

Milking Machines 

Oil Burners 

Egg Incubators 

Chicken Brooders 

Violet Ray Lamps 


















Ds DEALER SECTION—ELECTRICITY ON THE Farm Dec. 1928 


Ventilating Fans 

Water Heaters 

Washers, Ironers, Vacuum Clean- 

ers and dozens of the various 
small socket appliances. 

This exhibit was taken from 
town to town in the Rural terri- 
tory on a motor truck and set up 
in an empty hall, usually the 
school auditorium, on a_ pre- 
arranged schedule. Flexible BX 
cable with outlet boxes every three 
feet was laid temporarily around 
the wall and on the floor of the 
auditorium so that all equipment 
could be plugged in and operated. 
The range was hooked up direct 
to a special switch board which 
was connected to the company’s 
secondary lines outside the build- 
ing. 

In addition to this exhibit and 
preceding each demonstration, 
classes in lamp shade making 
were held. These classes proved 
to be a very successful way to 
bring the women folks to the 
show, especially in the afternoon. 
Material for a pleated parchment 
shade was given free of charge to 
every adult woman attending the 
exhibit and who desired to make a 
shade. Preceding each class a 
short talk was given showing the 
ladies how attractive lamp bases 
could be made out of odd pieces 
of pottery, glass bottles and jugs. 
The ladies took a keen interest 


== FREE ADMISSION 


and delight in this work and it 
was an excellent method of get- 
ting personally acquainted with the 
people. This idea was also in- 
strumental in attracting many 
person to the exhibit. 

In staging these exhibits, much 
attention had to be given to get 
advance information to every 
resident. Publicity in various 
forms was relied upon to help ac- 
complish this purpose. Personal 
letters of invitation were mailed 
to all present customers on the 
lines, posters on telephone posts 
and mill boards, and newspaper 
advertisements in local papers 
were used. On the morning of 
the day of the exhibit, house-to- 
house calls were made. The resi- 
dents were given a number of 
pamphlets on all major appliances 
exhibited and a courteous invita- 
tion was extended to them to come 
to the afternoon or the evening 
demonstration. As an added in- 
centive, each person was given a 
free ticket entitling them to a 
chance on an electric toaster or 
iron to be given away at the dem- 
onstration. All this effort was 
made to arouse their interest and 
bring them to the demonstration, 
but they were not urged to buy. 
However, each piece of equipment 
was attended by a representative 
who would explain it in detail and 
show its operation. 





“Show” staged at Miamiville, Ohio. Attendance 96 
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“Show” 


There was a complete cooking 
demonstration on the _ electric 
range and the food cooked was 
served in an attractive manner to 
the people. We also had a fifteen 
minute talk on electric refrigera- 
tion illustrated with charts, which 
was followed by a short talk 
touching on the various pieces of 
equipment in the show. At the 
demonstration each adult was 





THE UNION GAS & ELECTRIC COMPANY 


CINCINNATI. OHO 


To Users 





e. 
Dear Customer: 

It's coning to Springlale. Tetnesday, August 8, in 
the afternoon and A. im in st om at the inter- 
section of Route 126 and the D 

The ELECTRIC SHOS wil mn be here with - 
ovivable electrical Mphtanes m display. Electrically 


liances 


operetes fare equipment as well as household app 
11 be exhibited. 

An electric range 1s 4 
the afternoon and at eigh 





rated at two o'clock in 
ck in the evening. 


And everyone "bo wakes 6 je will receive 


the materials for i 


IC SHOW is under the supervision 
experts who will anseer your questions about electrical 
appliances and devic: 


thing is sold at the ELECTRIC SHOW, and there 
be we camianion chan ree. 


You and your family and friends are invited to 
attend. 
Yours truly, 


Wathe_ 


D. Salbor, 
Siswses 
Rural Blestric Bureau. 
3.3. 62 A-28. 











Letter of Invitation to Attend 
Demonstration 


ELECTRICITY ON THE FARM 











at Shandon, Ohio, attended by 106 persons 


given a copy of the magazine, 
“ELECTRICITY ON THE Farm.” 
During its itinerary, the exhibit 
visited a total of 43 rural. towns, 
giving in all 104 demonstrations to 
a total attendance of 4,364 people. 
Direct sales of over 200 major ap- 
pliances were traceable to these 
exhibits, while many sales on 
which no check could be made 
were completed by local merchants 
as a result of the interest created. 


Interest in Demonstrations 


The demonstration of every 
piece of equipment was intently 
followed by the visitors and the 
many questions asked indicated 
that more than idle curiosity was 
being aroused. The machinery, of 
course, appealed mostly to the men 
who were quick to see the value 
of it in saving time and labor on 
the farm. The good effect of this 
exhibit will be felt for many 
months in increasing the load on 
our Rural lines. 

The result of the exhibit as a 
whole has been so gratifying that 
it will be made a permanent part 
of our Rural Electric Bureau and 
will be sent out annually to carry 
the message of the Power House 
to the Farm. 
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Load Building Records In 
Rural Electric Service 
Departments 


by C. P. WAGNER 


Rural Service Engineer, Northern 
States Power Co. 


N starting the Rural Electric 

Service organization, we 

found that there were such 
extremely large numbers of items 
which should be included in the 
survey and made available in 
permanent record, that it was al- 
most impossible to maintain a 
filing system, from which such in- 
formation could be obtained. It 
required about two years for us to 
determine actually what was nec- 
essary, and then to endeavor to 
develop the system. 

The number of items necessary 
to be known, was so numerous 
and the necessity for knowing 
each one so great, that we felt it 


essential to establish a visible sig- 
nal controlled index system. For 
instance, below~.is*enumerated the 
essential items necessary to be 
known and visibly indicated. 

Name and address. 

Size transformer installed. 

Service charge. 

Company investment. 

Consumer investment. 

Cost to bring up to good service 
standard. 

Condition of farm wiring, as to 
its ultimate adequacy. 

Condition of secondary and loca- 
tion of transformer, as to ultimate 
voltage regulation. 

Size transformer assigned. 

Large motor, size and whether 
portable or stationary. 





RURAL CONSUMER SURVEY 








CODE: Y—Yes 


X—Owner Operated O—Tenant Operat 


N—For motor—Non-Portable, follow with 


PROSPECT ON LINE NOW EXISTING 





Feet of service extension from road center___ 


Awaiting finance improvement. 





Name of preferred dealer___ 





Write any other portion 


NAME —_ 
P O. ADDRESS. “a 


——LINE FROM a 
DATE — es a 
STATE — ee |) | 


X—Has equipment and operates electrically 
P—For motor—Portable, follow with size—3-5-7-1 
/—Has a but operates with other power. 


this equipment and should be kept well informed 
2—Actively desires equipment. 3—Wiring adequate. 4—Wiring inadequate 


Active; mail magazine... Has farm plant____ 


Wants to sell farm plant__.. Reaction to rates___ Will Sign, Date____ 


. Fill distance in for all—consumer or prospect. 





ed ae manager, Owner absent 


size—3- % 7-10 








or adiha case on back of card. 
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The Index Card Used by Mr. Wagner 








requ 
beca 
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pring 





acro 
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sign 
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me 
We 
we 
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abo 
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Mailing record for ELectricity 
ON THE Farm. Signal if mailed 
locally, or from Albany. 


Is farm, owner, tenant or man- 
ager operated. : 
Special type of farm—Dairy, 


Hogs Poultry or other special out- 
standing operation. 
Load building equipment. 
1—To determine if farmer now 
operates electric for each piece 
of equipment. 
2—If he has equipment, 
ated by other power. 
3—Does our farm service en- 
gineer feel that special attempt 
should be made to educate farmer 
on various individual equipment. 
4—Has desire actually reache 
point where he will buy at once 
upon being approached’ with 
proper equipment. 


This information in 
on following equipment. 


Hotplate 

Large Motor 
Roughage Cutter 
Corn Husker 

Milk Cooler 

Hand Iron 

Lights, Hen House 
Range 

Ensilage Cutter 

Hay Hoist 

Milking Machine 
Washing Machine 
Home Water Heater 
Incubators—Brooders 
Dehydrators 

Home Refrigerator 
Feed Grinder 

Grain Elevator 
Water System 
Ironing Machine 
Dairy Water Heater 
Barn Ventilation 


oper- 


particular 


Arrangement of files, by geogra- 
phic distribution, also by lines to 
cover consumers connected or pros- 
pects. 


The Data Card 


The card finally selected was 
required to be 5 x 8 inches, mainly 
because of the fact that the sig- 
nals of which there are seven 
principie colors, were %4-inch wide 
each, and with a card 8 inches 
across the visible section, we can 
utilize 32 signal positions, each 
signal position, permitting oppor- 
tunity of signalling different con- 
ditions for a single piece of equip- 
ment, through the use of colors. 
We find at the present time that 
we require for the ultimate com- 
pletion of a record the total of 
about 160 signals. 

The system is easy to read by 








D il 


the use of a master card, outlining 
the code. 

The use of this system and its 
visible indications will aid the 
rural service man, the farm ma- 
chinery manufacturer, the electric 
dealer and the implement sales 
representative in determining, 
actually, what pieces of equipment 
are in operation on different farms 
in any geographical section, in 
order that other farmers may be 
referred to that particular farm 
to see the operation. 

The cards “signal” equipment 
installed on miscellaneous farms, 
where such equipment is not yet 
operated with electric power, in- 
dicating to the farm service man 
his opportunity of developing 
electric load, without the sale of 
additional farm equipment. This, 
of course, indicates the best mar- 
ket for the utility motor. The 
third color signal on the card rep- 
resents the equipment which the 
rural service engineers have de- 
cided could be operated eco- 
nomically on the particular farm. 
This color, then, indicates where 
advertising and educational mat- 
ter should be ‘placed on each piece 
of equipment. The fourth color 
signal represents the active desire 
on the part of the farmer to pur- 
chase the particular piece of 
equipment when it is seasonal or 
his finances are adjusted. 

Cards should be supplied in two 
colors, one color to be a master 
card, remaining in the file, under 
any and all conditions; the other 
color to be the sales card, which 
may be removed in order to make 
surveys or bring up to date, imme- 
diately transferring all informa- 
tion to the master card when this 
sales card is returned to the file. 
Signals are of self-locking type 
and therefore always remain in 
position. 

Each drawer has a capacity of 
approximately 60 cards and the 
cabinets are made in 6, 12 and 20 
drawer sizes. As many cabinets 
can be purchased as is desired. 
The cost to start such a system 
for a rural department operating 
approximately 1000 farms, will be 
approximately $225.00 and addi- 


(Continued on page D 22) 



































Newly Developed Electric Sterilizer 


Both sterilizers are copper lined, with 


14%” heat insulation between the 


lining and the outer metal covering, on top, bottom and sides. 

In the «mall sterilizer there is a 600 watt heater and in the large one 
there are two 600 watt heaters. The heaters are on 24 hours of the day, 
keeping the water hot and the temperature up, for use at any time of- the 


day or night. 


New Electric Dairy Sterilizer 
Developed by Dairyman 


By J..C. Soot 


Agricultural Engineer 


NEW electric daily steri- 

lizer has been developed 

on the farm of Mr. W. E. 
Sikes, near Carnation, Washing- 
ton, by his son, Kenneth, which, 
according to Mr. L. W. Hanson, 
State Dairy Inspector, “is one of 
the best things that has ever ap- 
peared in behalf of the dairyman’s 
efforts to produce a_ better 
product.” 

“The principle of the Sikes 
sterilizer,’ says Mr. Bergsma, 
dairyman, retailing milk in Issa- 
quah, Washington, “is just right 
for the dairyman. It does the 
work satisfactorily and is very 
economical to operate. No fires 


to bother with. It is always 
ready.” 

“The bacteria count in my milk 
has never been over 2500 per 
cubic centimeter, since installing 
the electric sterilizer, and reached 
that number only once, when an 
old sample of milk was tested.” 

Mr. Bergsma has a 30 gallon 
domestic water tank covered with 
heat insulator. In this tank is a 
600 watt insert electric heater, 
turned on 24 hours a day, which 
furnishes plenty of hot water for 
washing utensils and bottles. 

In the sterilizer he has two 600 
watt insert heaters. These heaters, 
as well as the one in the water 
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tank, are left on day and night, 
heating water and keeping the 
sterilizer hot. The 24 hours 
daily use entitles the dairyman to 
a low flat monthly rate for these 
heaters, 

“Besides the electric - water 
heater and sterilizer,’ said Mr. 
Bergsma, “I have an electric bot- 
tle washer, and all are operated 
for less than the fuel bill for a 
steam boiler that would do the 
same work.” 

Mr. J. B. Clark, dairyman living 
near Novelty, Washington, who 
wholesales whole milk, and so has 
no bottles to bother with, has been 
using a small sterilizer with one 
600 watt electric heater for heat- 
ing water for washing, as well as 
for sterilizing his utensils. 

“Since installing the sterilizer,” 
said Mr. Clark recently, “the 
bacteria count in my milk has 
never tester over 9000 per cubic 
centimeter, while before its in- 
stallation the bacteria count was 
very high at times.” 


Started Two Years Ago 


About two years ago Mr. Sikes 
started devising a way to sterilize 
his utensils, including milking ma- 
chine, for his 25 cow dairy, with- 
out building fires around the milk 
house. Kenneth said it could be 
done with electricity, and, after 
considerable investigating and ex- 
perimenting, developed an appara- 
tis that did the work satisfactorily, 
economically and with a minimum 
of inconvenience. 

Mr. Sikes wholesales whole 
milk for distribution in Seattle, 
and it has never tested over 2500 
bacteria per cubic centimeter, since 
using the electric sterilizer invented 
by Kenneth. 

The first sterilizer was a 50 gal- 
lon wooden barrel with electric 
insert heater placed inside the bar- 
rel 1%4 inches from the bottom. 
A false bottom or rack is located 
about six inches above the heater 
on which the utensils are placed 
while being sterilized. A water 
faucet is inserted on a level with 
the rack, so when the hot water is 
drawn off there is still plently left 
for sterilizing. 

After the utensils are washed, 
they are placed in the barrel and 
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the lid put on the barrel. Here 
they are left until sterilized. The 
time depends much upon the con- 
venience of the dairyman. Some 
leave them until the next milking, 
some for a half day, and some 
only for a few minutes. 

Thorough sterilization requires 
that the utensil be subjected to a 
temperature of 170° F. for at least 
fifteen minutes. 

Some dairymen sterilize ll 
utensils after each milking, while 
others sterilize about half in the 
morning and the remainder in the 
evening. 


Hot Water Too 


When all the utensils are re- 
moved, ten to twenty gallons of 
water are added to the hot water 
in the sterilizer. After milking it 
is hot and is drawn off for wash- 
ing. After washing, the utensils 
are again placed in the sterilizer. 

The fundamental principle of the 
Sikes sterilizer, on which applica- 
tion for patent has been made, is 
the small heater used over a 24 


hour period each day, enabling the 
dairymen to get the lowest pos- 


sible rate on electricity, accom- 
plish his work at a minimum of 
expense and with the least possible 
trouble and labor. 


Wooden Barrel or Copper Vat 
May Be Used 


While some dairymen use a 
wooden barrel, and find no objec- 
tion to it, yet others prefer a cop- 
per lined vat. Other metals rust 
out too quickly to be practical. 
In any case, the barrel or vat 
should be insulated, top, bottom 
and sides, to prevent dissipation 
of heat. In fact, this type of 
sterilizer, if constructed of metal, 
is unsatisfactory if not insulated. 
The wooden barrel should be in- 
sulated, too, because a 1000 watt 
heater is required in an uninsulated 
barrel to do the same work of a 
600 watt heater in an insulated 
barrel. 

The dairyman can make the 
sterilizer himself, or he can buy it 
ready made. 
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Building Rural Load 


This Is the Big Problem in 


Farm Electrification, but It Is 
Being Successfully Handled 


By CHAs. 


F. STuArtT 


Chairman Rural Electric Service 


Committee, 


appeared the first installment 

of this article by Mr. Charles 
F. Stuart. This is the second and 
concluding installment. The paper, 
of which this is an abstract, was 
presented before the Pennsylvania 
Electric Association on Sept. 7, 
1928. 


There is much other literature of 
value. There is always a possibil- 
ity of overdoing this printed ad- 
vertising job which results in an- 
noyance to the customer and a 
waste of time and money on the 
part of the company. 

Mr. C. P. Wagner, who has 
charge of the Rural Electric Serv- 
ice Department of our own com- 
pany, has devised rather an in- 
genious card index scheme. Its 
object is to confine advertising 
matter to articles in which the in- 
dividual farmer is or should be 
most interested.. I. am going to 
leave sample of this card index 
with your Secretary. I might say 
in a general way that there is a 
card in this file for each farmer on 
our lines. The card contains a 
wealth of information regarding 
him; size of his farm; credit; 
whether he is owner or tenant; 
what equipment he already has; 
what equipment he should be in- 
terested in; and what equipment 
he is interested in. 

A system of colored -signals is 
attached to these cards. These sig- 
nals are visible without taking the 
card from the file. The color 
green, for example, may indicate 
that that particular farmer is 
actively interested in an ensilage 
cutter. When Mr. Wagner gets 
some good advertising matter on 
ensilage cutter, or some pertinent 
report, he can speedily pull out of 


[vs our November issue there 


N.E.L.A. 


his file all cards waving the green 
signal and confine his mailing to 
these individuals. This does away 
with a lot of duplication and 
wasteful effort, as the farmer who 
is in no way interested in one, does 
not get this advertising matter. It 
seems to be a pretty good plan 
and Mr. Wagner says it is work- 
ing well, 


Reaching the Farmer 


Every Rural Electric Service 
Department has its own way of 
putting equipment on the farm. 
Some have community meetings 
addressed by a company field man. 
At some of these meetings there is 
equipment for demonstration pur- 
poses. Others have trailers on 
their cars and are able to take 
equipment from one farm to an- 
other. Some other departments 
put on exhibits at county and state 
fairs. Others reach farmers by 
svstematic advertising compaigns, 
usually direct-by-mail. Others 
have their field man paying period- 
ical calls. 

Meetings, advertising, and ex- 
hibits all serve to arouse interest 
but it is my opinion, based on talk- 
ing to field men from all over 
the United States, that there is 
nothing which bring such direct 
results as some plan by which 
equipment can actually be installed 
on the farm and put in operation 
on trial. 

I know of one instance where 
the head of a rural service depart- 
ment arranged with the head office 
of a farm implement company to 
obtain certain co-operation from 


their dealer in small towns. By , 


virtue of this co-operation he ob- 
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tained forty ensilage cutters oper- 
ated by either 5 or 7% h. p. motors. 
He put them into operation on trial 
on forty different farms telling the 
farmers that they were at liberty 
to return the ensilage cutters with- 
out obligation after the job was 
done for the season. This may 
sound like a rather hazardous ex- 
periment but it did not result in 
disaster as thirty-nine of the forty 
farmers found this method of 
handling the job so economical that 
all thirty-nine bought the ensilage 
cutters, 


Only One Returned 


The rural field man _ picked 
farmers who were able to buy an 
ensilage cutter if they wanted one 
and also he selected farms in forty 
different communities served by 
the company so that each farm 
would serve as a demonstration for 
neighboring. farmers. As to this 
fortieth farmer who returned the 
ensilage cutter it is only fair to 
say that it was known in advance 
that he was hard up and not in a 
position to buy even if pleased, 
but his farm was chosen because it 
was the logical place for demon- 
stration in that particular neigh- 
borhood. The indications are that 
if he is able to retrieve his 
finances one of the first things he 
will do will be to buy this ensilage 
cutter. : 

This was a severe test for this 
apparently hazardous method of 
placing equipment on the farms. 
Ensilage cutting is a seasonable job 
and comes but once a year and it 
should be appreciated that these 
thirty-nine farmers gave their 
orders after this work for the year 
was over, knowing that they would 
have no further use for this equip- 
ment until after the next harvest 
season. 


Experience With Motors 


Down in central Illinois a rural 
field man placed twenty-one port- 
able motors on twenty-one farms 
for a trial period without any ob- 
ligation on the farmers. At the 
end of the period twelve of the 
farmers bought their motors and 
the field man wrote to other com- 
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pany divisions asking them to try 
and sell the other nine. He re- 
ceived in return orders for thirteen 
but when he tried to take the nine 
portables away from the farmers 
who had refused to buy, every one 
of the nine rebelled at the idea 
and insisted on buying the motor. 

In Alabama a power company 
found that there was considerable 
interest in water systems, no ade- 
quate facilities to meet it, and 
undertook to put these systems in 
on trial. This company reports 
that at the end of the trial period 
the farmer refused to surrender 
this new home convenience. 

In our own company, Mr. Wag- 
ner tells me that he has placed on 
trial over a thousand pieces of 
equipment, ensilage cutters, feed 
grinders, portable motors, and 
even household articles such as 
ranges and refrigerators. Out of 
a thousand, only five have been re- 
turned. Of these five, four were 
feed grinders of defective design. 
They were well recommended but 
experience proved that they were 
of a type that we would not want 
our farmers to keep even if they 
had paid for them. The fifth 
article was a defective electric 
range which we would have taken 
back even if all cash had been 
paid. 

Use Judgment 


In following out a plan for this 
method of building the rural load, 
the field man must show judgment. 
He should place equipment where 
it will serve best for demonstra- 
tion purposes. It is my own idea 
that a farmer learns faster by see- 
ing something in operation on his 
neighbor’s place than he does by 
listening to any number of high 
powered salesmen, and that the 
farmer is sufficiently interested in 
electrical equipment today to be, 
at least, curious. I know of one 
instance where a 7 % h. p. motor 
was put to work on an ensilage 
cutting job where without adver- 
tising, pre-arrangement, or invita- 
tion, 140 farmers drove into the 
yard in one day to see how the 
motor was performing. 

It is our almost invariable ex- 


(Continued on page D 23) 
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Bob’s Page 


Devoted to Merchandising of Electrical 
Equipment in Rural Communities 
Conducted by Robt. J. Fulton 








Opportunity for an Electrical Christmas 


HE opportunities for the 

electrical dealer this Christ- 

mas are much more than 
ever before, and much easier to 
take advantage of. Successful 
holiday selling begins a long time 
before the snow falls, in fact, 
almost as soon as summer is over. 
Profitable Christmas business dates 
back to September when there is 
still plenty of time for careful 
thinking and planning. 

Several things must be kept in 
mind if holiday profits are to be 
satisfactory. These are display, 
selling, Christmas wiring and 
proper and sufficient stock. Wide- 
awake dealers will begin at once 
to plan a definite Christmas sell- 
ing campaign. By having a care- 
fully thought out Christmas cam- 
paign you will make the holiday 
trade profitable, and will do three 
things for you. 

Ist. Increase your annual volume 
of business. + - 

2nd. Increase your annual net 
profit. 

3rd. Increase good will for your 
business. 

Santa Claus, in the person of 
the manufacturers of electrical 
products, is knocking at the door 
of every electrical dealer, singing 
a song of holiday season sales. 
The wise electrical dealer will dis- 
play his goods in such a manner 
as to wring every possible selling 
value out of the eye appeal of the 
product. Goods well displayed 
are half sold. The window-trim 
which wins the prospect or the 
customer off the street into the 
store, opens the merchandising 


talk which the alert salesman can 
follow through to the sale. 

If your store interior is distin- 
guished by a display of electrical 
goods carefully planned in keep- 


ing with the spirit of the holiday 
season, a display which also makes 
full use of the eye value of the 
goods, this in itself is a master 
salesman. 

If you are displaying household 
electrical appliances, make full 
use of the fact that they ease 
the housewife’s burdens, as a 
selling appeal to her husband. 
You could take the appliance or 
several appliances and tie it or 
them up in imitation holly or 
mistletoe and then tie a large rib- 
bon around it. Then put an en- 
larged envelope on each with this 
address “To you, my wife,” and 
then have the message you want 
to put across on that particular 
appliance on the cards about it. 
This with gift boxes arranged 
carefully, has influenced not only 
the men but has caused many a 
woman to stop and inquire and 


then buy. ; 
Window store displays gain 
much value from motion, so the 


opportunity for you to catch the 
eye of your prospect or customer 
is limited only by your own in- 
genuity, for in the electrical game 
you sure have enough appliances 
with which you can make mo- 
tion displays. 

Remember this: Window shop- 
ping is like thumbing the pages 
of a catalog. So is the prospect 
who comes to your store and tells 
you, “I am just looking around.” 
The shopper passes from store to 
store, window to window, making 
mental notes of the articles that 
appeal to her. Unity of appeal 
is important and too much crowd- 
ing should be avoided. 

In these times all weddings are 
not solemnized in the month of 
June. At Christmas time there 
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The Battery 
thatthe Farmers 
are asking for 





A stupendous advertising 
campaign running in twenty- 
six magazines... reaching 
eight millions of farm families 
... this is what is behind you if 
you are selling the New Uni- 
versal Farm Light Battery. 


New Features 


Larger jars—extra thick plates 
—big sediment space —im- 
proved pilot cell—DOUBLE 
INSULATION —these are 
some of the features of this 
New battery. 

The Universal Farm Light 
Battery is more than ever the 
battery the farmers are ask- 
ing for. 

Write on your own letter- 
head for our dealer proposi- 
tion. It will mean more profits. 


UNIVERSAL BATTERY COMPANY 
3414 South La Salle Street 
Chicago, Illinois 


Universal 
Batteries 
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will be many brides in your terri- 
tory to whose friends you can sell 
electrical gifts; and there is al- 
ways the young inexperienced 
housewife who will regard the 
convenience of electrical appli- 
ances as a blessing. 

Electrical gifts gain in popu- 
larity each year in proportion as 
merchandisers of electrical prod- 
ucts promote the idea that the 
holiday gift buyer should “Give 
Something Electrical.” A slogan 
that means dollars to the wide- 
awake, alert electrical dealer. 


An Attractive Water Sys- 
tem Window Display 


The New York Power and 
Light Company, of Albany, be- 
lieves in window displays. They 
have just completed a new set-up 
which is particularly striking. It 
is in the form of a stage setting 
about 18 inches off the floor of 
the window, 10 feet wide, 6 feet 
high and about 2 feet deep. The 





Water Plant Display in Window of New York Power and Light 
Company 
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background portrays a farm home 
with barns and outbuildings and in 
the foreground is a_ watering 
trough with the water actuall; 
running into the trough and with 
miniature cows standing at the 
trough. 

On the other side in the fore- 
ground is a small sunken garden 
or fountain with a stream of 
water bubbling from the center 
into the fountain. On one side of 
the stage, there is a pumping out- 
fit in operation, pumping water 
from a receiving tank located un- 
der the stage setting and out of 
view. It pumps water into the 
pressure tank from where it is 
delivered into the watering trough 
and fountain. On the other side 
is another outfit set up but not 
in operation and serving the pur- 
pose of balancing the display. 

In the foreground is the sec- 
tional parts of the pump and on 
both sides of the stage setting will 
be signs telling some of the story 
of the pump. The _ illustration 
herewith shows the completed dis- 
play. 





























Plants & Batteries 


“The Most Reliable Farm Light” 
“Giving Satisfactory Service 
Since 1916” 





7 Model No. 600 
We Have a Good Proposition for 
Reliable Dealers 


Stamover, 


WATER SYSTEMS 


For Shailow and Deep Wells 


Manufactured and Guaranteed by 


Hanover Engineering Co. 
Hanover, Pa. 
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Sell This Complete Line for the Farm 


Farm light plant—automobile—truck—radio—every 
form of battery your farm trade needs. 


Push for light plant replacement bat- 
tery business. Specialize on the new 
“Pp” §.0.S: White porcelain covers; 
plates suspended from the cover; large 
acid space; no chance for short circuit 
from accumulations in the bottom of 
jars, Here is a battery that sells 
easily and stays sold—with no profit- 

stealing service calls from you. 


Write for new distributor contract. 


Victor Storage Battery Co. 
Rock Island, Ill. (Est. 1914.) 
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Cullman 
Electric 
Pump Drive 
14, to 1 H.P. 








Chain drive on 
motor acts as 
a flexible cou- 
ling and pro- 
ongs life of 


ars. 
The patented Load Equalizer 
makes starting easy and minim- 
izes current consumption; self 
lubricating, easy to install, no 
foundation required. 
Send for literature and prices. 


Cullman Wheel Co. 
1342 Altgeld St., 
Chicago, IIl. 











Blue Ribbon 
Electric Milker 





A Portable Milker Requir- 
ing No Installation 

The only milker on the Ameri- 

can market that is a complete 


unit in itself. It operates from 

high line or farm light plant. 
You need this milker as an 
addition to your present line. 
Write us at once = we | sag a very 
dealers’ for you. 


Electric Products Corporation 
3737 Bel t Av ’ 











Chicago, Il. 

















Power Companies 
Recommend Buying 
Light Plants 


WO editorials have recently 

come to our attention which 

indicate that the power com- 
panies no longer look upon the iso- 
lated farm home electric light plant 
as “competitive.” Instead, the 
companies operating rural “high 
line’ acknowledge that there will 
always be a big demand for the 
home plant. 

Owing to the immense publicity 
given certain rural electrification 
projects the last few years, some 
farmers and indeed a portion of 
the general public have the idea 
that in only a few years the whole 
country-side will be covered by a 
net-work of “high lines.”’ Further- 
more, some have gained the im- 
pression that it is necessary or de- 
sirable to wait until the power line 
is built in front of a farm to have 
the advantage of satisfactory and 
low priced electric current. 

Nothing could be farther from 
the truth! 

It is true the power companies 
are doing considerable pioneering 
work and they should be given 
credit for it. But the large finan- 
cial outlay required is such that 
new lines are being built within 
the limits of a well-defined exten- 
sion plan. Everywhere in the 
country are many thousands of 
farms and homes that will remain 
apart from the “high lines” for 
many years. Are these homes to 
be denied the benefits and econo- 
mies of electricity? 

The forward-looking power 
companies say “no,” and urge that 
the rural home owner become as 
electric-conscious as his city 
cousin, just as soon as possible. 
The power companies cannot con- 
struct lines that are not productive. 
It is believed that today there are 
more than 4% million farm homes 
which do not have electricity and 
furthermore, have no prospects of 
securing it except through the pur- 
chase of an individual plant. 


In many localities it will be ten 
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in others twenty or more, 
ore the investment in.a power 
would pay. Is there any 
why the thousands of 
located in territories of 


this kind should spend this length 


of 


time without electric lights, 


running water and the other city 


conv enie neces 
today 


could have 
individual 


they 
by means of an 


home light and power plants? 
Again the power companies say, 


*N 
is 
so 
pri 


o,” and now maintain that it 
the sensible thing for farmers 
located to install their own 


ivate plants and develop an elec- 


tric-consciousness at once. 
Quoting from a recent article 
in the “Central Station Magazine,” 


we 


read, 


“Only electricity will help to 


cut 
anc 


life. 


down the farmer’s drudgery 
1 add hours of leisure to his 
But this electricity will have 


to be found by himself. He need 
not experiment today with experi- 


me 


ntal apparatus. He can buy a 


substantial plant, suited to his re- 
quirements, efficient, self-contained, 


of 


simple to operate. 


practical and 


moderate price, 
By this pur- 
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chase he will enjoy at once the 
benefits of electricity on the farm 
and in the home. 

“The farmer and others in re- 
mote rural homes should have 
electricity now. There is no sense 
in letting 4,000,000 farms wait any 
longer for acquaintanceship with 
electric power.” 

Dealers can readily recognize, 
in this frank statement on the 
part of the power companies, one 
of the best possible answers to the 
objection of a prospective plant 
buyer who says, “I guess [ll 
wait for the high line to come by 
my place.” 


New-Type Brooder Ther- 
mostat 


Wellington J. Smith, president of 
the Wellington J. Smith Company, 
has been awarded patent on the 
simplified thermostatic control he 
has developed for the Smith Broth- 
ers electric brooder. The thermos- 
tat is completely automatic in its 
regulation of temperature, and has 
an adjustment range of from 85 to 
120 degrees. 











A Different 

and Exclusive 
Principle 

in Farm Lighting 


OULD you like to sell a farm 
light plant where small batteries 


carry the smaller loads? 


Where the plant starts automatically on 


heavier loads? 


Where economy of spuetion gains the 


prospect’s ear immediately 


A plant that has been tested by satisfied users under practical conditions 


for over ten years? 


This record will help you make sales. Write for our extremely profitable 


franchise offer. 









ELECTRIC 
FARM-LITE 
Starts, Oils, Regulates and Stops Itself 
SUNBEAM ELECTRIC MANUFACTURING CO. 


Evansville, Indiana 
Mfrs. of Railroad Lighting Equipment Since 1883 





Small batteries carry loads up to 
200 watts—plant starts automati- 
cally on heavier loads. 
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‘Buy by Mail from Brook 
and Benefit from the 


LOWEST PRICES 


On 


FIXTURES - RADIO 
CONST. MATERIALS -APPLIANCES 


“Hook-Up” With Us 
on Radio 


receivers and accessories, 
and you'll make many dol- 
lars in extra profits. Estab- 
lish this money-making con- 
nection now at the peak of 
the radio season. Send for 
our new catalog, just off the 
press. 


Send for Our Bi¢ New Catato¢g 
and See for Yourself 


Electrical Supply Co. 


2113-15-17 SO. PEORIA ST. 








CO-OP 
Monthly 


Free to 
Dealers 
Illustrating 

~ ~ Electrical 

and Radio 
Supplies and 

Appliances 
Write for your copy 






Lighting 
Fixture 
Catalog 
Now 
Ready 
Free 
for the 
Asking 


Cop Lhetrie Sipply Co. 


33 N. Union St. 89-39th St. 











Chicago, ll. Brooklyn, N. Y. 











Load Records 
(Continued from page D 11) 


tional cabinets may be purchased 
as the system needs expansion, 
each additional cabinet costing less 
than $200.00, the excess cost in the 
first case being for cards, signals, 
etc. 

The system is easy to maintain 
and the ultimate result of a cor- 
rect knowledge of the actual num- 
ber of farms connected on the 
lines, the actual investments in- 
volved and who made those invest- 
ments, together with the other es- 
sential items regarding operation 
of the system and an actual 
knowledge of the business now 
existant, with the prospective busi- 
ness which can be obtained in the 
future, will be found to be worth 
many times the amount of money 
involved. 

There can be no doubt but that 
the farm service man with infor- 
mation of this type at his finger 
tips will be invaluable to the ex- 
ecutives of the power company 
when they request information. 
Furthermore, there will be the as- 
surance that this information will 
be authentic and correct. 


Profits from Evening 
Calls 
(Continued from page D 6) 


“T feature a well assorted stock 
of equipment, because a liberal 
stock plays an important part in 
putting pep in my selling cam- 
paigns. I sell cream separators, 
washing machines, irons, and 
other equipment, in addition to 
farm electric plants and water 


plants.” 
Johnson’s show room is one of 
the most attractive stores in 


Manhattan. The equipment on 
display is kept free from dust, and 
the entire store is in- keeping with 
the quality stock, and the progres- 
sive methods of the manager. A 
display rack, filled with advertis- 
ing booklets, is located near the 
front entrance. Johnson finds 


this educational literature helps 
boost sales, f 
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Most Complete Line 


The completeness of the “‘U. 8S." Line 
will enable you to meet. every rural and 
commercial lighting plant need. The 
extremely low prices backed by our rigid 
enable you to clinch 
together with 
means 


guarantee will 
every sale. More sales, 
an unusually liberal discount, 
bigger net profits for you. 

Our entire line pr from 350 watts 
to 75 K.W. Four sizes up to 2- 
K.W. are ideally adapted for home @ 
farm lighting. also manufacture 
special 1-% and 2- “4 .W. plants for 
rural garages, filling stationa dance 
halls, summer resorts, etc 

Write for complete information 
UNITED STATES MOTORS 
CORPORATION 
9 Nebraska St., Oshkosh, Wis. 
“U. S. Products Must Give Service.” 








Building Rural Load 
(Continued from page D 15) 


perience that where one successful 
piece of apparatus is installed in a 
community other sales _ follow 
quickly. 

To carry out such a program the 
co-operation of manufacturers and 
dealers is necessary. In many sec- 
tions some difficulty has been ex- 
perienced in obtaining such co- 
operation but usually when the 
proper tvpe of man is sent favor- 
able action is obtained. It is ob- 
vious that the implement house 
which sold thirty-nine ensilage cut- 
ters out of the forty placed is 
willing to repeat this experiment. 

In advocating a trial period 
demonstration program of _ this 
kind I do not wish to belittle the 
other means I have noted for 
building up the rural load, such as 
C. R. E. A bulletin, Evectrriciry 
ON THE FARM, community meet- 
ings, state fair exhibits, direct-by- 
mail advertising, and trailers. All 


of these serve to excite interest 
and all pave the way for the trial 
period demonstration idea. 

It should be emphasized that 
throughout all activities tending 
toward building the farm load you 
must never lose sight of the neces- 
sity for stressing the economic 
value of electric equipment on the 
farm. This has been pretty well 
determined. 

If it cannot be shown that the 
equipment offered to the farmer 
will pay dividends to him, will 
actually prove a good investment, 
it is unthinkable that we should 
urge him to install it on any terms 
but it is proving to be a good in- 
vestment when intelligently selected 
and certainly in such instances we 
are justified in placing it on his 
farm. It proves of distinct ad- 
vantage to him and makes him an 
acceptable customer to the com- 
pany, and it is an ideal business 
transaction when both parties are 
pleased. 








With this Catalog 


meet mail order competition! 
Electric lighting equipment 
thought of every far 


is the first 
mer who gets electricity 







































in his home. 

Why let this business go out of town? 

See our advertising to these farmers on 
“Consumer Edition” page 33 of this issue, 
then write us for our free catalog and 
dealer prices. We will send you inquiries 
from live —— in your territory, and 
»rotect retail prices. DON’T 
N AIT— vane gqobay. 


Chapma ighting Studios 


Ligh arth and Manufacturers 
640 West Lake St., Chicago, 1. 
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USL is a Favorite 


Among Farmers 


i USL 


farm light battery 
has built up a repu- 
tation for long, 
dependable service, 
and is a favorite 
among farmers. 
Thousands of light 
plant owners are en- 
thusiastic boosters for 
USL, and will favor 
USL farm light bat- 
teries when next in the 
market. Others use 
USL batteries to start 
their cars and operate 
their radios. @ Take ad- 
vantage of this preference 
for USL. @ Mail the 
coupon below and get the 
facts about the USL farm 
light battery proposition. 
You will be convinced that 
USL is the battery you 
should handle. 


\ 
\ USL Battery 
\ Corporation 
\ Niagara Falls, New York 


\ Please send complete infor- 
4 mation on the USL farm- 
\ light battery dealer propo- 


sition. 


\ 
FARM LIGHT 2. ee 
6 












































. Bottle Washers 
>hurns 
Cream Separators 
Dairy Equipment Sterilizers 
Milk Coolers 
. Milking Machines 
. Milk Testers 
. Clippers and Groomers 
. Dairy Water Heaters 


COUANAWRe 


. Brooders 

. Incubators 

. Lighting for Egg Production 
. Drinking Fountain Warmers 


woo 


. Ensilage Cutting 
. Feed Grinding 

2. Hay Hoists 

. Oat Sprouters 

. Apple Graders 

. Food Dehydrators 


- Pump Jacks 
. Automatic Water Systems 


.. Dishwashers 
. Ironing Machines 
2. Household Motors 
. Ranges and Hot Plates 
. Refrigerators 
. Sewing Machines 
. Table Appliances 
. Vacuum Glusawe 
TEAR OFF 
DEALER EDITION 
a eg ON THE FARM 
225 W. 34th St., New York 


Without cost to me, please have 
manufacturers send complete dealer 
information on the Electric Equip- 
ment represented by the following 
numbers. 


Name 
Address 


HERE 






Just let manufacturers send you 
catalogs and price data on the 
items of principal interest listed 
below and then see for yourself 
how easily electrically-operated 
equipment can be sold. 









All you need do is to fill out 
and mail us the coupon. Be a 
step ahead of competition. Do 
it today. 











. Washing Machines 
. Water Heaters 





Grinders 
Irons 
Purpose 


. Tool 
. Soldering 
. General 

. Drills 
. Paint 
. Saws 


Motors 


Sprayers 



































. Battery Eliminators and 
Chargers 

. Complete Sets Electrified 

. Storage Batteries 

. Battery Chemicals 

. Hydrometers 


. Battery Parts 


. Lamps, Floor and Table 

. Lamps, Incandescent 

. Lighting Fixtures 

. Wiring Supplies 

. Decorative Lighting Equip- 
ment 


. Engine Driven 
. Water Wheel Driven 
. Wind Mill Driven 


. Portable Heaters 

. Alarms, Burglar 

. Alarms, No Voltage 
. Ice Cream Freezers 


. Fans 

. Floor Scrubbers and 
/axers 

Ventilators 


96. 























12% KW. 
220 volt 


Complete Line 





oe 
&_ ELECTRIC PLANTS 


Both Direct and 
Alternating Current 


Standard and marine type elec- 
tric light plants to meet every 
requirement ... 1% K.W. and 
up in D.C. . . . 2KVA and up 
in AC. 

A complete line kw bid for all 
business . . . and plants that give 
you big advantages in closing 
any sale. 

New models for this year include 
7'4 and 10 K.W. plants, recog- 
nized as the most compact, 
smoothest running plants of their 
capacities. 

You can get the business . . . you 
can hold it year after year with 
the complete Universal line. 
That’s why Universal dealers 
make money. 


Let us send you complete facts 


UNIVERSAL MOTOR CO. 
51 Harrison St., Oshkosh, Wis. 


Not Cre Ley any other firm using the 
“*Universal”’ 








omplete Line 


Marine Motors — Industrial Engines 
Pumping Units 
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